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A Salesforce Champion will…

➢ Be the resident expert.  They will always strive for exemplary work 
within the Salesforce platform.

➢ Share knowledge and passion of Salesforce through team calls, emails, 
texts and 1on1 conversations.

➢ Help bring insight and testing to future enhancements as needed.
➢ Continue Salesforce education through monthly meetings
➢ Honor their commitment as a champion.  Give 100% to the champion 

team.

ROYAL CANIN® Salesforce Champion Overview
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Salesforce Requirements

More
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Champion Requirements



ROYAL CANIN® Salesforce Champion Contact List
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VET DM Champion RM Time Zone Email

Kaitlin Whitley Heather Villegas West Kaitlin.whitley@royalcanin.com

Chandy Cambio Alan Fishback Central Chandy.cambio@royalcanin.com

Chandy Cambio OPEN Central chandy.cambio@royalcanin.com

Chris Kerins JC Trower East chris.kerins@royalcanin.com

Debbie Tolley Greg Brady East debra.tolley@royalcanin.com

Dennis Alexander Greg Brady East dennis.alexander@royalcanin.com

Heather Cabello Patrick Dubois West heather.cabello@royalcanin.com

Jackie Herrmann Kiel Cathey Central jackie.hermann@royalcanin.com

Janelle Juvelis Dan Bacaloglu East Janelle.juvelis@royalcanin.com

Justin Nelson Eric Pruitt East Justin.nelson@royalcanin.com

John McAlhany Lisa Perez East john.mcalhany@royalcanin.com

Julie Moran Darren Mackin Mountain Julie.moran@royalcanin.com

Kate Anderson Luke Trombley East Mallory.Roy@royalcanin.com

Leah Rombro Nada Acevedo West leah.rombro@royalcanin.com

Michelle Mimmack Kris Eichhorn Central Michelle.mimmack@royalcanin.com

Mike Fitzgerald Matt Montoya West michael.fitzgerald@royalcanin.com

Mike McGhee Ray Schultz East mike.mcghee@royalcanin.com

Nick Wappelhorst Bill Strautz Central nick.wapplehorst@royalcanin.com

Phillip Garrett Alisia Smith-Rucker East phillip.garrett@royalcanin.com

Ryan Hilgenberg Cheryl Wilson East ryan.hilgenberg@royalcanin.com

Stacey Arnold Jeff ingram East stacey.arnold@royalcanin.com

Who are my 
Salesforce 

champions?

mailto:chandy.cambio@royalcanin.com
mailto:chris.kerins@royalcanin.com
mailto:debra.tolley@royalcanin.com
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Questions – Contact chain

What do I do if there is a question I can’t 
answer?

Following this format will allow us to have clear communication and allow the Business 360 Team to complete tasks in a timely manner.

District 
Manger 

Question

Regional 
Salesforce 
Champion

SF 
Champion 

Chatter 
page

Business 
360 Team

Tag Dennis Alexander



CORE FUNCTIONS
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WHAT IS A CUSTOM DOMAIN:
A unique branded name that identifies an org.  

WHY DOES ROYAL CANIN USE A CUSTOM DOMAIN?
A custom domain helps Royal Canin better manage login and 
authentication for our organization.

WHAT DEVICES DO WE USE A CUSTOM DOMAIN?
All devices that you access Salesforce for work.

IS THE DOMAIN CASE SENSITIVE?
The custom domain should be typed just as you see it, no capital 
letters.  It is case sensitive

IS THE DOMAIN CASE SENSITIVE?
You will use the custom domain on your desktop, iPad, or phone.  
If you login from a NON-MARS computer, you will still use the 
custom domain.

CORE | CUSTOM DOMAIN LOG IN
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Every associate accessing Salesforce 
must be using the custom domain 

for access.
royalcanin.-us.lightning.force.com

Click graphic to log-in

DO NOT USE

DO NOT USE

more

https://login.salesforce.com/
https://login.salesforce.com/


CORE | CUSTOM DOMAIN
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CORE | EVENTS
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Events are activities that help conduct meetings, gatherings, 
appointments, and similar events that have a scheduled time, date 
and duration.  
• Events talk about where, what, and what’s next.

Video - 2022 Enhancements

Field Act

Assigned To Auto-populates or change to associate event is being 
assigned to.  Only assigned owner can make changes.  
Once assigned it can’t be reassigned.

Vet Event Type Choose from Picklist:   
Appointment/Visit 
Training 
Misc./Office (never associate with a clinic)

Business Topic
• Not required to complete but recommended if it 

falls within a topic.
• Think outside of the box

City Pilot (Events or training involved in pilot)
JBP (Joint Business Plans)
Marketing Initiative (marketing direct initiatives)
NA/MVH Initiative (national or MARS Vet Hospitals)
OLP (Online Pharmacy)

Nutrition Topic Choose the topic that best fits what you discussed during 
the event

Audience Who did you meet with?

Subject – Be specific Example:  Start of life – Gastro

Call Objective Should be specific and trackable. Ask yourself if this 
objective is motivating to you, attainable and relevant to 
the account.

Start and End Time This should reflect the time you worked on the event.

Visit:  Required Field Did you work In-Clinic or Virtual?

Stakeholder Did you work with any of the stakeholder on this event.

Description Who did you meet with? What was their response? Did 
you meet your objective?

Next Step Who do you need to meet with next?  How will you build 
on what you accomplished today?

Related Auto populates

Name You can search a contact to attach to the event

MORE

more

https://royalcanin-us.lightning.force.com/lightning/r/ContentDocument/0695b00000N4gazAAB/view


Core| Events
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Events
• Appointments

• An appointment is a VET EVENT that is completed virtually or In-Person with a clinic
• The appointment should be preplanned 2 weeks in advance

• Trainings
• A training should be pre-planned in Salesforce
• If a training is not preplanned the same process is to be followed.

Events

➢ Use when you are part of the City Pilot

➢ Joint Business Plans with clinics

➢ Topics & Materials that derive from Marketing

➢ All Topics - National Accounts and MARS Veterinary Hospitals

➢ All Topics regarding our OLP Partners

➢ All projects  working with  Dr. Cindy Lovern

➢ All Dermatology nutrition topics

➢ All Gastrointestinal nutrition topics

➢ All Health management & Healthy Pet nutrition topics

➢ All Urinary & Hematuria by BluCare nutrition topics

➢ All Vital Support nutrition topics

➢ Be Specific Example – “Start of Life – Gastro Puppy & Kitten”

➢ Should be specific and trackable.
➢ Ask yourself if this objective is motivating to you, attainable and relevant to the account.

➢ Document your visit time

more

https://my.royalcanin.com/
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Video - Create a Follow up Event

Core| Events

1. Complete the current event
2. Open the event that you just completed and click
3.

Your new business objective is carried over from your next 
step in the previous event.

Auto populates to 4 weeks, you can adjust.  If you adjust make 
sure you change both dates.
Change the time as well to the time you want to complete the
next event.

https://royalcanin-us.my.salesforce.com/sfc/p/j0000001rD9A/a/5b000000F2th/TMGO3qzd.dfpfHAKji5J0AgnKaX.21RqXE2YtAsiHZI


CORE | TASKS
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▪ The task reminder field is where the magic happens. 
▪ You can elect to receive notifications as a task’s deadline approaches or when the task is overdue, which helps you prioritize work. 
▪ Create a task reminder to customize a slide deck two days before delivering a training.
▪ Give yourself a heads-up two hours before you promised to update a customer on their order status or case. 
▪ Reminders ensure that deadlines never slip through the cracks.
▪ Tasks can be one-time or recurring. 
▪ A recurring task can come in handy for a monthly account outreach or Backorder update.
▪ Daily reminder to follow up on a high-risk support case.

Use tasks to set deadline reminders, manage records, and organize your work week.

As an individual contributor, you lean on tasks for two reasons:
▪ Manage standalone to-do list items:  Cases, track an order, or send a backorder notification email.
▪ Manage specific records:  Set a task to act on an account, opportunity, or marketing event.

• List Views: Want to know today’s priorities? Check Tasks Due Today and Overdue Tasks in the Tasks object 
when you start your shift.

• Split View in the Service Console: Want to see task details from the list view? Open your list of Tasks Due 
Today or Overdue Tasks in split view, and then open individual tasks without losing sight of the full list.

• Kanban board: Need to know the status of your to-do list items or those of your whole team? Use your Kanban 
board to monitor tasks that are new, in progress, on hold, or completed.

• Mobile App: Travel for work? Stay organized by viewing and managing tasks on your mobile phone.

You have four options to manage tasks:

View Samples

How to 
do a TASK

Tasks are things to do:  They don’t have a start time, an end time, or usually an attendee.



CORE | TASKS
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Field Action

Assigned to Auto populates, and can be changed to 
assign to another associate

Due Date What is the date you want this task 
completed?

Status Choose, Not Completed or Complete

Reminder Set Click for a reminder and set date and 
time

Priority Choose urgency to complete

Related to Auto populates or choose account

Type Choose from the drop down the best 
choice

Name Choose a contact to associate with

Comments This is where you will place your notes 
for the task

more
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CORE | Tasks Miscellaneous
DEFINITION:  Tasks are things to do, a “point in time” (no duration), such as prepare meeting notes, set up for a training or Market meeting, send FedEx 
Package, reminder to call a clinic, emails, or a reminder of any sort.

Subject - can be whatever you like that 
describes the task.  Example:  Drop off QR Stickers for 

OLP, Call clinic regarding voicemail, or send an email.  The 
subject should be a quick line about the task 
that you are doing or have done.

Type - pick from one of the drop-down options 
that best fits the task.  This is not a mandatory 
field.

Comments – Should relate to what 
was completed during the task. Due Date – Target 

date for completion
Name – not required, however, helps you keep 
track of who the task was with.  This is 
connected to your related contact accounts.

Related To – Auto populates but 
can be changed to what account 
the task is assigned.Assigned To – Auto populates but can be 

changed to what associate the task is assigned.

Status – Is the task completed or Not 
Completed.

Reminder Set – Click button if you want a 
reminder or leave unchecked if you do not 
want a reminder

Date – Target date 
for reminder.



CORE | TASKS - VIEWS
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Split-View (Table)

List

more
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CORE | TASKS - VIEWS

Kanban

more
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CORE | TASKS - VIEWS
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CORE | Tasks on Calendar

• To allow tasks to show up on your 
Salesforce Calendar – click on the 
Calendars tool bar on the top of the 
page.  Then navigate to the bottom 
right corner – where you will see –
My Calendars

Select Task from the Picklist

Complete the form as shown here

Once you click save, any tasks with a date will show on the top of your calendar.  Pick a color that is 
to your liking.

1

2

3

4

5

6

7



CORE | TASK HOME SCREEN – CLEAN UP

Maintenance of Tasks can be 
done on the home 

screen. It's important to 
check your overdue tasks, 

and close them out or 
complete them.
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New Contact
Complete the *required fields.  Don’t forget to add an email address so your emails sync.

Emails will sync to account and contact if you have 
an email address.

DVM, Practice Manager, Tech, Reception
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CORE | Create a Contact

A TRUE contact: Contact Name is the employee's name, and the account name is the hospital name.
A CFP account*:  Contact Name and Account Name match
For your emails to sync, you will need to have an email address in the true contact line.
* The CFP account does not need an email address.
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CORE | Contacts – Sync with email
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Create an Account List View

Create Account List View

https://royalcanin-us.my.salesforce.com/sfc/p/j0000001rD9A/a/5b000000F5TV/FqmQpc96oNG2d7H0V03v.piS6S2wc6K29YATGrdSZG8


VET Reports & Dashboards
Commonly used reports – used by District Managers
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REPORTS | Video Links
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Video - Needs to Meet Report

https://royalcanin-us.lightning.force.com/lightning/r/ContentDocument/0690a000006Q05bAAC/view


What are reports?
Reports in Salesforce are ways to visualize all your 
Salesforce’s data in easy-to-read, intuitive formats. With 
reports, you can see a list of all of your accounts, 
opportunities, contacts, cases and more all in one fell 
swoop.

REPORTS| Most Commonly used by DM

27

• Vet Period Activity: Planned & Completed | Salesforce

• Trainings Planned/Completed each Quarter | Salesforce

• Trainings by Period | Salesforce

• Tasks Open and Completed for Current | Salesforce

• Reports | Salesforce

• All OLP Target Plans | Salesforce

“A report is a list of records that meet 
the criteria you define. It’s displayed 
in Salesforce in rows and columns and 
can be filtered, grouped, or displayed 
in a graphical chart.    - Salesforce

✓ List view of all available Reports

✓ List view showing all your planned and completed trainings by quarter

USEAGE TIP

Change View

Default view

Toggled view

✓ List view showing all your planned and completed Events

✓ List view showing all your planned and completed trainings by period

✓ List view showing all your open & completed tasks

✓ List view showing all your OLP Target Opportunities

https://royalcanin-us.lightning.force.com/lightning/r/Report/00Oj0000004asMQEAY/view?queryScope=userFolders
https://royalcanin-us.lightning.force.com/lightning/r/Report/00O5b000004xrfjEAA/view?queryScope=userFolders
https://royalcanin-us.lightning.force.com/lightning/r/Report/00Oj0000004arJGEAY/view
https://royalcanin-us.lightning.force.com/lightning/r/Report/00O5b0000063QNTEA2/view
https://royalcanin-us.lightning.force.com/lightning/o/Report/home?queryScope=mru
https://royalcanin-us.lightning.force.com/lightning/r/Report/00O5b000004xfcJEAQ/view?queryScope=userFolders


What is a Dashboard?
Dashboards are graphic visualizations of reports. Here 
you can view your Salesforce data in pie charts, bar 
charts, gauges, donut charts, table views and more. 
Just like reports, you can also subscribe to them and 
receive dashboard results in your email. Think of 
dashboards as a stock ticker, with a highlight of all 
your Salesforce data in one view.

Dashboards|
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• Vet RM Dashboard 2022 | Salesforce
• Vet DM Dashboard 2020 | Salesforce

https://royalcanin-us.lightning.force.com/lightning/r/Dashboard/01Z0a000000kZ1FEAU/view?queryScope=userFolders
https://royalcanin-us.lightning.force.com/lightning/r/Dashboard/01Z0a000000kZ1AEAU/view?queryScope=userFolders


Dashboards| Previous Week Completed Trainings Count
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VET Opportunities
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Opportunities| OLP Target Plans
Track and manage your potential opportunities with Salesforce opportunities. Opportunities are plans in progress. Opportunity records track details about targets, 
including which accounts they’re for, who the players are, and the work that you have completed and planned in them.

Navigate to the account page of the account that you are choosing to create an OLP Target Plan for
• On the tool bar, hover over, or select the Opportunities link
• Click New – on the far right
• Populate the OLP Target Plan button, then click next
• Complete all the fields in the pop-up box, click save

32,000 Characters allowed
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Opportunities| OLP Target Plans
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Opportunities| OLP Target Plans

OPPORTUNITY IDENTIFIED – Clinic 
identified as high potential to grow OLP 
business. 

ONBOARDING – Plan has been 
presented and agreed upon by clinic 
and DM.

REFRESHER – Refresher is needed to 
keep plan on track.

ON-TRACK – Plan progressing as 
outlined.

CLOSED – Objectives of plan are complete.



CORE | Perfect Account
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Video - Perfect Clinic
To be completed by DM quarterly

https://royalcanin-us.lightning.force.com/lightning/r/ContentDocument/0695b00000Dvyk0AAB/view


CORE | OPPORTUNITIES
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Video - OLP Target Plan
VIDEO - OLP Cloning Opportunities from one year to another

https://royalcanin-us.lightning.force.com/lightning/r/ContentDocument/0695b00000DwDwGAAV/view
https://royalcanin-us.lightning.force.com/lightning/r/ContentDocument/0695b00000N0lElAAJ/view


Personal Settings
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Personal Settings | How to videos
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Video - Change your default browser
Video - Create a Custom Calendar
Video - Save a view in Einstein Analytics
Video - Outlook Calendar Color Coding
Video - Home Screen Navigation & Setup

https://royalcanin-us.lightning.force.com/lightning/r/ContentDocument/0690a000009K884AAC/view
https://royalcanin-us.lightning.force.com/lightning/r/ContentDocument/0690a000009K86XAAS/view
https://royalcanin-us.my.salesforce.com/sfc/p/j0000001rD9A/a/0a000000UBEL/sNtNEdZ2Ui9vqAJF.dn2h21JXBoiZ_nEvxCPk1nWZUE
https://royalcanin-us.lightning.force.com/lightning/r/ContentDocument/0690a000005cPJEAA2/view
https://royalcanin-us.lightning.force.com/lightning/r/ContentDocument/0690a000007bqxHAAQ/view


Cases
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Cases| How to

Complete the fields required for the type of case you 
are opening, then click save. On a credit request case:  remember to enter the 

products being returned under the related tab.

Search more products by selecting “show all results”



Cases| Definitions
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Case Definitions PDF

https://royalcanin-us.my.salesforce.com/sfc/p/j0000001rD9A/a/0a000000UBtG/zXrtv2_Ayj6qB5U85QrbakrwwoO4CeAeIo.DDwlGV3Y


Cases| Videos
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Video - Case Definitions
Video - How to create a Credit Case

https://royalcanin-us.my.salesforce.com/sfc/p/j0000001rD9A/a/0a000000UBtG/zXrtv2_Ayj6qB5U85QrbakrwwoO4CeAeIo.DDwlGV3Y
https://royalcanin-us.lightning.force.com/lightning/r/ContentDocument/0690a0000089ZOhAAM/view


EAC – Einstein Activity Capture
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Cases| Definitions
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Video - Outlook 365 Integration
PDF - Mirroring in 365 integration
PDF - Contacts & CFP knowledge

https://royalcanin-us.lightning.force.com/lightning/r/ContentDocument/0695b00000HA5xBAAT/view
https://royalcanin-us.lightning.force.com/lightning/r/ContentDocument/0695b00000HB2AnAAL/view
https://royalcanin-us.lightning.force.com/lightning/r/ContentDocument/0695b00000HB2C4AAL/view


B2B – my.royalcanin.com
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http://www.my.royalcanin.com/


B2B| Tools
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PDF - B2B Training Guide

Click for access

file:///C:/Users/alexade2/OneDrive - Mars Inc/Desktop/My.Royalcanin.com Training Guide 2021-05-25 16_51_13.pdf
https://my.royalcanin.com/
https://my.royalcanin.com/


Support -
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Support| Salesforce expectations 2022
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Support| Vet Sales Plan on a page - 2022



49

Support| Field Roles- 2022
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Support| National Account & Key Account managers - 2022


